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Note the Prosperity 


You Can Share in These Sales 
of More Than 100 Cars a Day 


of Essex Dealers 


What the public thinks of a car is 
accurately reflected in the profits of 
the dealer. 


With the Essex you sell the car 
people want. The prosperity of Essex 
dealers proves that. 


Some might point to the high type 
of Essex dealers, as an explanation of 
the big Essex sale. This is true in part. 


But other capable dealers, handling 
less wanted cars, know how small are 
the profits when sales are made only 
by beating down resistance. 


The strongest and most effective ad- 
vertising of the Essex, does not proceed 
from the important national and news- 
paper campaigns that we are running, 
but from what owners and others 
who know the FE ssex are 
saying about the way it 
performs. - 


The wide popularity of 
Essex touches every com- 
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large, high-priced cars, such as speed, 
power, endurance and riding ease, plus 
the important feature of moderate cost 
and low upkeep. 


Back of the Essex, is an organiza- 
tion, known internationally as repre- 


sentative of the best in the automobile 
industry. 


These are reasons why you should 
consider the Essex in your particular 
locality, if you are looking to a per- 
manent and profitable business. 


The friendship Essex has made, its 
popularity and prestige are shared by 
you, with an Essex franchise. 


There may be an opportunity to 
secure an Essex franchise in your 
territory. The desirability of an 
Essex dealership urges prompt 
action on your part if you wish 
to secure it, with all that it 
offers for present profits and 
rapid expansion. 


If you are interested, write 
for details. 





























— ee eee | RL ELEC A AE CE OECD AE AAEOLE DLO ELTTOCLEOES | 8b _ or. rernernponwnny ocr on eee were renee 
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UTILITY Protected Heaters 
for ALL CARS 


UTILITY } for Fords 


HE FIRST TOUCH of winter weather— 

the premature cold wave in November— 

started a volume of UTILITY Protected 

Heater sales that made some valuable 
early-season profits this year for fore-sighted deal- 
ers who were ready and stocked. 


It pays to have UTILITY Protected Heaters al- 
ways on hand, because customers buy them while 
they re cold—and no dealer knows in advance when 
the frost-bitten fingers on some motorist’s hands are 
going to bring in a ready-made UTILITY sale. 


That’s why successful dealers keep up their 
UTILITY Protected Heater stock, and display it. 


It's just the sort of sound business judgment that 
makes anyone succeed. 


Dealers: Ask your jobber. Jobbers: Get in 


touch with us. 


HILL PUMP VALVE COMPANY 


Mfrs. of UTILITY Protected Heaters, UTILITY Pedals for Fords, UTILITY 
Pumps, UTILITY Universal Rim Wrenches and UTILITY Universal Wrenches 








Archer Avenue and Canal Street CHICAGO 


Sales Department: 


The ZINKE CO., 1323 S. Michigan Ave., Chicago 
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Built to withstand road shocks and 
adjusted to varying temperatures, 
the Waltham Automobile Clock will 
maintain its marvelously close time- 
rate under all touring conditions. 


Its jeweled, eight-day movement is 
equipped with two mainsprings—and 
for your convenience there is a wind- 
ing indicator which shows a red sig- 
nal on the dial every seventh day as 
a reminder that winding is needed. 


And it is because of its absolute and 
unvarying accuracy that the manu- 
facturers of some of the finest cars 
specify the Waltham Automobile 
Clock as standard equipment. 





List of Cars Carrying Waltham 
Automobile Clocks. 








Apperson Haynes Mercer 
Brewster Hollier Owen-Magnetic 
Cadillac Hudson Super-Six Packard 
Cole Jordan (enclosed Pierce- Arrow 
Cunningham cars) ] er 
Detroit-Electric Kissel Rauch & Lang 
Dorris Locomobile Studebaker 
Marmon Willys-Overland 
Winton 








WALTHAM, MASS. 





WALTHAM WATCH COMPANY 


The Waltham Automobile Clock 


More Than a Quarter-Million Now in Use as Standard Equipment 
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Kissel Kar 
Silver Special 
Six 

Four Passenger 
Type 
Equipped witt 
Waltham 
Automobile 
Clock 


WALTHAM 


THE WORLD’S WATCH OVER TIME 
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W & C SHOCK ABSORBERS AND FOOT 
ACCELERATORS FOR FORD CARS 
AUTOMATIC TONGUE SUPPORTS © 
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Tens of thousands of Ford owners—men and 
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is a real sales prospect. Tell them that it 
can be put on in 10 minutes with only a monkey 
wrench. Tell them it disengages the crank from 
the drive shaft whenever the engine backfires. 
This now overcomes one of the main objections 
to Ford driving by women. 
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And some of the things it brings the MOTOR AGE Family 





In this issue—the first one for December—MOTOR 
AGE presents its Master Service Sheet. Needless 
to say, there are many distinct advantages to be 
gained by a foreknowledge of what any particular 
job is going to cost. As a result of intensive 
study of Service Sheets in use by progressive serv- 
ice stations, MOTOR AGE has worked out one 
which can be adapted easily to your business 


whether it be large or small. 


In addition to presenting this in the form of a sup- 
plement so it can be saved for ready reference you 
will find articles offering suggestions for applying 
this service sheet and using it to the best advan- 


tage in your business. 


Next Week. 


Over in Ohio, known as the keynote state in 
automotive affairs, the Ohio dealers are holding 
their convention. While this meeting is primarily 
of most value to the home state dealers, it should 


be of considerable interest to dealers everywhere. 


MOTOR AGE will cover this convention in its usual 
way; and rest assured that the important points 
brought out will be furnished you in the next visit 


of your counselor and guide. 


Something Real Good December 18. 


You remember the machine shop department of 
the ideal Service Station we illustrated in the Octo- 
ber second issue? Well, that won't have anything 
on the Ideal Electrical Department that will make 


its appearance December 18th. 


Investigation shows that 75 per cent of the cars 
brought into service stations for repair work show 
some misfunctioning of the electrical system. This 


is very good evidence that it will become more 


and more necessary for dealers, especially those 
in small towns, to take on electrical work. The 
December 18th MOTOR AGE will tell exactly what 
shop fixtures and testing apparatus are necessary 
for intelligently locating and remedying electrical 
troubles. It will also tell how to place or locate 


this equipment and what it will cost. 


We all know that expert electrical men are hard 
to find so the remedy is found by installing the 
right kind of equipment. ‘“‘Trouble shooting” then 
becomes a relatively easy matter, to say nothing 
of the reputation a business can gain from such 


a department. 


December 25th Number. 


No, it will not be a Christmas number, but rather 


our Annual Racing Review. 


As you probably know, the American Automo- 
bile Association (A. A. A.) has not officially 
selected a racing champion for this season, so 
MOTOR ACE is going to make a selection for both 
dirt track and speedway events. There's a lot 
more interesting data coming in this number, but 


you have to wait and see for yourself. 


Just a Little Peep Into January. 


The old members of the MOTOR ACE family 
know of the big stunt pulled off by MOTOR AGE 
each January, but the new members are not 


familiar, so here goes! 


The Annual Show issue and Specification number 
makes its appearance January 29, 1920. Included 
in this number will be the first of a revised and 
authoritative series on “Serial Numbers of Pas- 
senger Cars,” including 1919 models and in some 


cases 1920 cars. - 
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MASTER SERVICE SHEET 
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‘Designed to StandardizeEachRepair Operation sothatlt Will BePbssibleto | 


1. Anticipate and stop 90% of Complaints 












2. Give Close Estimate of Costin Advance 
3. Givelnvoice as scon as Work is Completed 
4.Simplify Issuing Repair Order 

5. Increase Production by Profit Sharing 





6. Check Mechanics on their Production 
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By HARLAN C. SKINNER 
(Motor Age Editorial Staff) 


HERE are so many distinct business advantages to be gained 
in a service station or repair shop through having in ad- 
vance the cost of each repair operation, and how to designate it 
for proper handling in the shop that MOTOR AGE presents 
herewith a standard Master Service Sheet which can be adapted 
easily to any shop large or small. This is the result of an in- 
tensive study of the best in master sheets that have been in 
successful use by many of the progressive service stations. 

It is presented in the form of an insert so arranged that it 
can be saved for future reference. 

On other pages are given suggestions for adapting this sheet 
to your particular business and for using it to advantage in 
your business. 

The greatest advantage of the master sheet and of an esti- 
mate plan is that service can be sold. Selling service at a defi- 
nite price will anticipate and stop 90 per cent of the com- 
plaints which are common to a service station. The experi- 
ence of service managers has been that the majority of com- 
Dlaints received has been due to some misunderstanding con- 
cerning the cost of repair work. To have all arguments settled 
before the work on a car commences, forecasts smooth opera- 


tion for any service station providing it turns its work out in 
a businesslike manner. The master sheet and an estimate 
plan will save a lot of worries if it is properly used. 

To promote efficient control of jobs in the shop through 
standardized operations and the costing of each of these opera- 
tions is the function of the Master Sheet. A Master Sheet is 
simply a list of common repair operation, logically compiled 
by divisions of the car and numbered by some system, prefer- 
ably the decimal system, so that the sheet will be flexible and 
permit of operations being added or dropped without destroy- 
ing the continuity of the list. 

It has an extremely wide range of adaptation and is best used 
in connection with some form of estimate plan. The chief ob- 
ject in having each of the common repair operations separated 
is to enable a definite cost to be assigned for estimate purposes. 
This fact also makes for a better method of handling jobs in 
the shop as a standardized operation is much easier studied 
than attempting to deal with a more or less abstract operation 
which is never designated twice the same way by the service 
man accepting the order. 

Estimate plans are most successful when: used in connection 
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with some means of standardized oper- 
ations such as the master sheet, a repair 
operation that is separate from any other 
operation can be analyzed and _ the 
amount of labor and material needed for 
such an operation accurately determined. 
This gives all of the data necessary to 
give a customer a definite knowledge of 
what a job is going to cost him so there 
will be no argument concerning it when 
the invoice is presented for payment. 


Should Be Ready with Invoice 


Not to be able to render an invoice as 
soon as the work is completed has been 
the fault of many service systems. This 
is where the flat-rate estimate plan has 
the advantage over other estimate plans, 
as it is possible to bill the job as soon as 
the repair order is made out and a cost 
assigned to the job. In other plans the 
cost of the job must be calculated before 
the invoice can be made ready. This is 
true of the maximum estimate plan 
where the customer is given th ebenefit 
of any saving the shop is able to effect. 
Such a plan calls for a rapid system 
where an establishments is operating on a 
cash basis—which is the real way to 
manage a service station. 

In the flat-rate plans, where the cus- 
tomer had been given a confirmation copy 
of the repair order the invoicing of the 
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1—Enter each job on 
man’s data form 


2—Use these figures 
to customer when order is taken, 
3—Issue repair orders 
Sheet operation numbers, 


4—Use these figures 
when job is completed, 


5—Continue 
(Form A) and r 
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job is a very simple matter as it can be 
made t oread for example, “As per esti- 
mate on R. O. No. 1914 $18.” This 
is one of the big advantages of this plan 
when used in connection with the master 
sheet. 


Repair Forms Necessary 


It is assumed that any service system 
will have its repair orders forms ar- 
ranged so that the customer will receive 
a confirmation copy. If this is followed 
and the order is signed by the customer 
and accepted by one of the service sales- 
men, one has a legitimate repair contract. 
This is just a matter of detail procedure. 
In invoicing under the maximum estimate 
plan the invoice could be made to read, 
“As per estimate on R. O. No. 1914, $18. 
Saving effected by the Repair Depart- 
ment, $1.10. Total $16.90. 

In this type of invoice, the service man- 
ager makes use of psychology. An effort 
is made to stamp upon the customer’s 
mind that the shop is able to effect a sav- 
ing in doing this work. It might even be 
well to carry this a step further and 
write the line on the invoice indicating 
the saving by means of a red typewriter 
ribbon to make it stand out from the 
rest of the invoice. This is just a method 
of selling the customer on service. It is 
detail, but it is highly important. 


} Business 


[__,_ _,, 


The master sheet can be used to sim- 
plify the issuing of repair orders by fol- 
lowing the decimal numbers in designat- 
ing what operations are to be done on a 
car. However, this is a point over which 
there has been considerable discussion as 
some service managers contend that the 
description of work to be done must be 
fully explained and not written up in 
brief. Yet, this is simply a matter of sys- 
tem and the fact that it does work suc- 
cessfully by the number system of indi- 
cating what jobs are to be done in a num- 
ber of the better class of service stations, 
leads one to believe that the number sys- 
tem is best on account of its simplicity. 
That it simplifies the issuing of orders 
is certain. The manner in which a repair 
shop will interpret such an order when 
designated by the number system is more 
or less detail which usually resolves itself 
into an individual problem for a service 
station. 

Up to Superintendent 

The superintendent of any repair shop 
is governed by experience in judging what 
the management has indicated a certain 
number repair operation to mean and 
the manner in which this data is arrived 
at will be taken up in the latter part of 
this article. 

The results of experience and the com- 





